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Beenenune
Jlnia noctukeHus ycrnexa SaaS-mpoeKTaM KpUTHYECKH BaXKHO BHIOMPAThH PeJIeBaHTHBIC
JUIS HUX METPHKH ycIiexa, B OCOOCHHOCTH Ha dTamnax 3amyckax u pocta. Cmemenue ¢poxyca Ha
BTOPOCTETICHHbIE TOKa3aTelu C LENbI0 UX JOCTHXKEHHUS MOXKET IMPUBECTH K HEBEPHOMY
pacIipesieieHUI0 PecypcoB M BBICOKOMY pHCKYy Heycmexa. Ocobo cuibHOE BIHMSHUE 3Ta
npo0JieMa oKa3bIBaeT Ha THOpUAHBIE pelieHus, Harpumep, B2B/B2G SaaS-npoykTsl, Tak kak
cymecTByomue GpeiMBopku mpoaykToBeix MeTpuk (AARRR, HEART, North Star Metric u
Ip.) 4acTo MpeajaraiT oOIIre METPUKU, KOTOphle He yuuThiBaroT cnenuduky B2B/B2G u
TpeOYIOT KAaCTOMH3AIMH TOJT KOHKPETHBINH mponaykT [1]. Takum oOpazom, 1menbio paboThI
ABIIIETCS pa3paboTKa uepapxXu4eckoi MOJEIN METPUK yclexa, afanTHPOBAHHOW JJIs paHHHUX
craguii pazsutust B2B/B2G SaaS-npoxykros [2, 3].

OcHoBHast YacTh

B xone paGoThl ObUT IPOBEJEH aHAIU3 CYLIECTBYIOUIMX (HPPEHMBOPKOB, MpeIaratonux
METOAMKH JIJIsl 0TOOPA MPOAYKTOBBIX METPHK yCIieXa, TaKkke Oblila 3ydeHa crieu(rKa METPUK
i B2B u B2G cermentos. [locne nutepaTypHoro o63opa Obl1o IPOBEAEHO MHOKECTBEHHOE
KelC-CcTaiu YeThIpeXx IMOAX0J0B, yIoBIeTBOpstomux kKpurepusm: The 4D Model, B2B SaaS
Metrics Journey Framework, North Star Metrics for PropTech u Metric Tree. Ananu3
OTOOpaHHBIX KEWCOB BBISIBUJI CUJIbHBIE U ciaOble CTOPOHBI KaxJoro mnoaxona. CuHTe3
pe3yJbTaTOB MPOBEIEHHOIO Kec-CTa i U JIUTEPaTypHOro 0030pa Jajd BO3SMOXKHOCTb CO3/1aTh
OPUTHHAJIbHYIO0 LUKIMYECKYI0O MOJIENb, BO3BpAILAIONIyI0 KOMaHIy Ha 3Tan pa3pabdoTKu
METPHUKH JI0 TeX MOp, TOKa OHa He Oy1eT BbIOpaHa KOPPEKTHO (COOTBETCTBYS LIEISIM KOMITAaHUH,
oTpaxkasl peJIeBaHTHBIE ITOKa3aTenu u T. A.) [4-7].

@dyH1aMeHTaTbHON OCHOBOM pa3paboTaHHON MOJIENH SIBJISETCS YIPaBICHYECKHH LUK
dpeitmBopka 4D, KOTOPHI oOecreynBaeT MUCIUILUINHY U CUCTEMHBIN MOJIX0]T OT MOCTAHOBKU
nenu 10 BHeApeHus. Cama MoJienb CBs3aHa ¢ ATallaMH Pa3BUTHSIMHU NPOIYKTa (3apokJeHHUE,
POCT KJIMEHTCKOM 0a3bl, MacIITaOMpPOBaHUE), IJIsi KaXJAO0ro dTama ompesensercss cBos North
Star Metric (NSM), nannpumep, TTFV u CSAT Ha stane 3apoxxaenus, NRR Ha stane pocra.
3areM, kaxas NSM packianpiBaeTcs B «J1epeBo MeTpuk» (Metric tree) ¢ YeTKUMU IPUYHUHHO-
CJIEZICTBEHHBIMU CBSI35IMHM U Ha3HAYEHHBIMM BJIaJIENIbLIAMH, YTO 00ECIIeUnBaAET MPO3PavyHOCTh U
MOHUMaHWE BKJIaJa KaXJO0W KOMaHIbI B OOmUK pe3ynpTaT. B kaxkmoe aepeBO METpUK Ha
COOTBETCTBYIOIUX YPOBHAX HHTETpUpYroTCs Kak komMmepueckne B2B-merpuku (LTV, CAC u
T. A.), Tak U crneuupuyeckue B2G-merpuxu (ons mobOex B TEHIEPaX, COOTBETCTBHE
PEryJISATOPHBIM HOPMaM U T. 1.).

BriBoabI
PazpaGorannas B Xxozxe paboThl MoOJENb pemaer MpobiieMy OTCYTCTBUS
CHENAIM3UPOBAHHOTO MHCTPYMEHTA BHEIPEHHUS] 1 MOHUTOPUHIA MPOAYKTOBBIX METPUK ISt
ruOpunabix B2B/B2G SaaS-nmpoekToB Ha paHHUX cTaausx. KiroueBbIMH NMperMylIecTBaMH
MOJIETH SIBJISIFOTCSL COYETaHHE CTPATernyeckoill TMOKOCTH U ONEepPallMOHHOW JUCLMILIUHBI,
o0ecrieunBaroIleil mociea0BaTeIbHOE COOII0ICHUE BCEX MPOIEIyp, MPaBUI U PETIaMEHTOB,
CBA3aHHBIX C BHEJAPEHWEM M MOHUTOPUHIOM TPOAYKTOBBIX METPUK. ITO MO3BOJIET



boxycupoBaTh OrpaHHUYEHHBIE PECYpPChl HA TOCTHKEHUU JKEJIaeMoro pesyibTarta. BHeapenue
MOJICTIH COTIPSDKEHO C PSIOM PUCKOB (OTEpAlMOHHAS CIOXKHOCTh, CYOBEKTUBHOCTH BBHIOOpA
NSM), ang uUxX MUHUMH3AUUU TOPEUIOKEHBl MPAKTHUYECKHE PEKOMEHJAluU, KOTOphIE
BKJIFOYAIOT MOATAMHBIN 3aITyCK M UCIOJIb30BAHHUE MPUHIIUIIOB YIIPaBICHUS U3MECHEHUSIMU.
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